ABSTRACT
INTRODUCTION
Family businesses have strong historical presence and extensive prevalence in today's society and economy. In fact, the family is the oldest and longest running social unit in our world. Families, sustained themselves by self-sufficient means long before commerce began (Ponzetti, 2003) . Today family businesses contribute significantly to economic and social sustainability and welfare and the impact on local and national economies is huge. Family businesses are the majority in most economies worldwide (Brice and Richardson, 2009; Villalonga and Amit, 2010) . Nevertheless, the family business, as a field of academic study, is recent and still emerging (Heck and Stafford, 2001; Heck and Trent, 1999) . Scholars have begun to recognize the importance of family businesses and their connection to entrepreneurship (Rogoff and Heck, 2003; Zachary and Mishra, 2011) . Conceptually, after years of studies centered on the entrepreneur as an individual, the entrepreneur is re-examined through a wider lens. Today a broader and more comprehensive view of entrepreneurial activity through the role played by the family system is recognized (Cramton, 1993; Danes et al., 2008 Danes et al., , 2009 ).
There is no common, widespread definition or understanding of what constitutes a "family business" that is generally applied across Europe for political, economic as well as academic purposes at the same time (Mandl, 2008) . This makes it difficult to provide i. a valid characterization of family businesses; ii. a valid analysis of their economic importance; iii. potential (public) support instruments for family businesses to overcoming the challenges they are confronted with in their daily activities.
Family businesses compared to other businesses are characterized by two dynamic and sometimes conflicting reference systems, the family (the emotional) and the company (the professional). The dynamics and characteristics of the family, that owns the business, have been investigated only marginally (Michael-Tsabari and Lavee (2012) . Family members may have competing goals and values, which may spring from complex conflicts and family dynamics that arise from a psychosocial history of the family (Dyer, 2006) . Many of the family business members may also have several roles (e.g., owner, employee, parent, child, sibling) causing role ambiguity and interrole conflict (Sundaramurthy and Kreiner, 2008) .
The family unit brings together and creates the forces enabling the emerging and sustained entrepreneurial behavior in family businesses (Zachary, 2011) . The conceptualization of the family business must include a multidisciplinary and comprehensive perspective of the dynamic and complex phenomenon of business that is owned and operated mainly by family members. The importance of the family system and the development of the company are essential in our understanding of the current state conceptualization and theory building. Hence, the role of the family system in the conceptualization of the family business / family entrepreneurship is critical to our understanding of how family businesses emerge and sustains through their interactions with the environmental contexts in which they operate.
Historically, the capability to grow in size and strengthen in market power has been a process of evolution of the family business. Survival is considered the most significant manifestation of success for a firm, in particular for a family firm (Colli, 2012) . The survival of a family-owned firm confirms the persistence of control by the same family over time. Longevity on the contrary is measured in terms of the age of the enterprise, independently of its ownership structure.
The failure rate of family-owned business to pass successfully from generation to generation is around 70 per cent (Tucker, 2011) and the professional advices have to take into account the unique issues facing the family in business.
Only 30% of family businesses have a second-generation perspective. Many researchers have studied the succession process in family businesses as well as the reasons why there is such a high rate of failure. The predominant approach among researchers is that there is strong connection between planning and successful transfer of family business. Planning seems to be the magic formula. According to Lansberg (1988) "the lack of succession planning has be identified as one of the most important reasons why many first-generation family firms do not survive their founders". Recently a new approach has emerged. Several researchers (Aronoff, Astrachan, Keating & Little) have highlighted that there is no connection between planning and successful succession. Instead, the succession process requires the perspective of a multigeneration time frame. In between, Lambrecht and Donckels (2006) argue that the transfer of the family business to the next generation is "a lifelong, continuing process" in which planning is an intrinsic part. In other words, planning is a necessary but not a sufficient condition for a successful transfer of the family business to the next generations.
Due to the importance of family businesses in the economies of nations it is important that they receive as much support a possible. There are three reasons the family business consulting (supporting) experience is different from consulting in other businesses, namely:
i. Consulting family businesses is more personal than consulting businesses in general due to the two conflicting reference systems; ii.
Family dynamics, emotions and conflict seem to contaminate the business environment; iii. The balance between the family and the business concerns is fragile. This area includes such issues as:
• The presence of family members in operating positions for which they are not qualified;
• The influence of family members who are not in an operating or ownership position;
• Inter generational goal ambiguity; • Conflicting roles.
Family businesses have to cope with specific challenges not inherent to non-family businesses. European politicians have started to design and implement institutional structures and support instruments favoring the development of family firms. However, more knowledge is needed about the characteristics and circumstances of family businesses for effectively initiation and further development of a "family business-friendly environment" (Mandl, 2008) .
The existing literature in the field of family business research has clearly shown that the objectives of family firms often display a strong preference toward non-economic outcomes in addition to financial performance (Zellweger and Nason, 2008) . From a stakeholder viewpoint, this is a natural consequence taking into consideration the presence of many actors and the multiple roles of family members within the same family firm. The concept of performance and value creation becomes incredibly complex, in particular when the chronological dimension is taken into consideration (Colli, 2012) . Family businesses struggle, not only with performance and value creation questions, as all firms do in these days of financial crises, but also with family relationships and succession issues. Due to the high percentage of family owned businesses they deserve a special attention in order to survive and develop.
Trucker (2011) states that most family business advisers come from legal, accountancy or business advisery professions, without possessing all the skills needed to work successfully with family business clients. He proposes that collaborative working is the way of ensuring that family business clients receive the most effective professional support. Our motivation for the "Family Business in the New Economy: How to Survive and Develop" (FAMBUS) project has built on this observation and considered that an electronic tool available on the internet for diagnosis of problem areas and subsequent advice(s) for self-therapy would support family businesses in their strive for sustainability and thrive.
In order to understand the challenges family businesses meet and the role they play in the new economy an extensive literature review was carried out. Two countries, namely Finland and Greece, with a high percentage of family businesses were selected as representatives for the qualitative and quantitative research carried out on a selected unbiased sample of family businesses in order to deepen the understanding of the particularities family businesses face. Greece is the country in Europe with the highest percentage of family businesses (Kyriazopoulos and SamantaRounti, 2008) . Percentages between 52% (EOMMEX, 2007) and 80% (Agapitou and Theofanides, 2006) have been mentioned. Similarly with Greece also Finland has a high percentage of family businesses. According to a EU expert group (Stenholm, 2008) 80% of all Finnish enterprises can be defined as family enterprises when optimistic estimations and a broad definition are used. Nevertheless, the presence of family businesses has been rather visible during the last decade in Finland. The role of family businesses as employers has often been emphasized due to the fact that family businesses employ more than half of the workforce within the private sector and produce 40% of the total turnover of all businesses.
The main contribution of this study is the development of a model for diagnosis and self therapy (diagnostics -therapy (modernization, adoption to environment, to globalization etc.)), including an electronic tool to be used by family businesses for identification of potential problem areas and potential activities for their solutions. The broad aim is to raise awareness of the challenges and opportunities related to family business context especially from the point of view of success, wellbeing and longevity in the society at large.
BUSINESS TRANSFER: EXAMPLES OF PRACTICAL SUPPORT TOOLS
All viable organizations are at some point in their existence confronted by executive succession. In many companies, transfers in both leadership and ownership tend to be seen as phases in the life cycle and part of managing continuity. The transfer of a family business is a once-in-a-lifetime event of which the proprietor has little or no experience. It is a complicated matter which concerns many stakeholders and calls for expertise in a wide spectrum of fields.
Haag (2012) proposes that succession is not just about handing the business over from one generation to the next but evolves as family members are socialized, engaged and trained through the daily activities of the family business. She considers that engaging in the family business as part of developing it is fundamentally different from joining because transfer of leadership and/or ownership is needed. She suggests the idea of succession as a purpose in itself and a shift from "taking over" to "being part". However, the succession may not be as smooth as described by Haag (2012) . The succession may create considerable conflicts in the family business.
Various forms of support is provided in different areas from many bodies such as accountants, banks, chambers of commerce, tax experts, lawyers, consultants and academics. Business transfers should be given at least the same degree of importance as start-ups. According to an Austrian research project by the Austrian Institute for Small Business Research, 96% of successful business transfers survive the first five years after transfer when the chances of survival for start-ups and for the same length of time, are 75% (Voithofer, 2002) .
A reason of major problems in business transfers to the next generation is that the planning for the transfer process has started too late. Raising awareness about the need to prepare for the transfer a long time in advance is the starting point for a successful transfer. Once entrepreneurs have been made aware about the necessity, they need information and support to prepare the transfer (Voithofer and Mandl, 2004) . The potential successor needs also information about the process. This type of support should give an overview of what steps need to be taken, what kind of more specific advice is available and where to get it. Below we highlight a number of examples of good practice for supporting the transfer of businesses created in three EU countries, Italy (kit.brunello), Finland (passing the baton) and Netherlands (from single project to a path of overall support) (European Commission, enterprise publications 2003).
"Kit.brunello" is a self-analysis check-up for Small and Medium Sized Enterprises (SMEs), specifically focused on family business transfer processes (Brunello, 2002) . This tool is available in five languages and contains 100 questions to help entrepreneurs understand the strong and weak points of the transfer of businesses. Kit.brunello covers not only technical aspects (financial, fiscal, legal, organizational etc) but also emotional, psychological and leadership issues. The Finnish Employment and Economic Development Centers offer a business advice service entitled "passing the baton", that helps to manage the generation shift. This service consider suitable candidates for succession, determines the financial worth of the enterprise, clarifies tax and judicial aspects and accesses the alternative forms of financing. In Netherland the Council of Entrepreneurship in cooperation with a bank and an accountancy firm developed a support structure for succession in family businesses called "from single project to a path of overall support: Towards an integrated method of information and advice on the transfer of family businesses".
A similar support model of diagnostics and self therapy in Greece would help considerably the transfer of family businesses to the next generation especially today when because of the fiscal crisis alternative employment opportunities of the younger family businesses' members are very limited.
RESEARCH METHODOLOGY

Motivation and perspective
This study is motivated by three important issues, namely: i. The observation that family businesses have a significant role to play in the strength and dynamism of the European economy and long-term stability. Across Europe around 70-80% of all enterprises are family businesses and totally they comprise employment around 40-50% (Mandl, 2008) . In Europe the family business sector is dominated by SMEs and particularly by micro enterprises with less than 10 employees. Family businesses are active in all sectors of the economy. Most of the family businesses can be found in traditional and labor intensive sectors. However, a shift towards more modern industries is taking place. ii. The importance of family businesses in both the Greek and the Finnish economy. Despite the differences in economic structure and culture both Greece and Finland are small countries in the outskirts of Europe with a high percentage of family businesses. Greece relies on the service sector and in particular on tourism, whilst Finland counts on a highly industrialized manufacturing sector and is one of the economically and politically most stable countries in the world. Culturally Finns are known to be hard-working with an introverted nature and direct communication style, compared to Greeks who are more outgoing and highly value personal relationships and networks. iii. The need for in-depth research about the dynamics of family businesses, the difficulties they face (strategy, succession, internal conflicts etc.) and factors influencing their survival (endurance) and sustainability. Despite the fact that family businesses contribute significantly to economic activity and employment, comparatively little research has been carried out to identify the needs, aspirations and challenges of European family businesses. The family businesses involve three overlapping elements that make them different from other types of business, namely the family, the business, and the ownership. Although many of the challenges family businesses face, also concern SMEs in general, some affect family firms more specifically, and others are exclusive to only them. Some challenges stem from the environment in which the firms operate (inheritance, taxation etc.), others are connected to the family firm's internal matters, such as balancing the business, family and ownership aspects, succession and internal conflicts between family members and ascertaining professional business management. Private and personal interests may be transferred to the company and vice versa. As the same persons may have different overlapping roles in the family business it is not easy to find balance at times.
Research Question
The research question in this study is to what degree the family businesses are similar or different in Finland and in Greece.
To answer this we need to know: i. Percentage of family businesses in Finland and in Greece; ii. Type of family businesses in Finland and in Greece; iii. Characteristics of family businesses typical in both countries. Some other questions arise:
i. What are the factors that influence the creation and sustainability of family businesses in respective country? ii. What are the similarities and the differences of family businesses in the two countries? iii. What are the success factors of family businesses in respective country?
In addressing these questions certain measures and interim models were developed to improve understanding and to form the basis for the assessment of family business characteristics both in Finland and in Greece. The data has been correlated with family business characteristics drawn from the literature. The results allow for the identification of a number of cultural factors that have a bearing on the successful functioning and operation of family businesses both in Finland and in Greece.
Research objectives and hypothesis
Very little is written about family businesses, especially regarding family business characteristics in Finland and in Greece. The literature also provides contradictory evidence regarding the performance of family-owned firms identifying four main issues influencing the performance of a family business, namely industry, firm governance, firm characteristics and management (founder) (Dyer, 2006) .
Objectives
The main objectives in this study are to:
i. identify characteristics that have a bearing on successful implementation and operation of family businesses. In order to investigate the research question the family business characteristics have been grouped into two categories: business characteristics and family characteristics. The characteristics are divided in six groups aiming to help identify strengths and areas in need of improvement. ii. construct a Diagnosis and Self Therapy model which will take family and business factors into consideration. The model will aim to diagnose potential problems and to propose solutions. iii. create an electronic tool/instrument of the Diagnosis and Self Therapy model. iv. verify the model and to test the electronic tool.
Hypothesis
According to the Oxford English Dictionary a hypothesis is «a supposition which serves as a starting point for further investigation by which it may be proved or disproved». The area of investigation has to be mapped out and limits have to be drawn on the topic. With the topic narrowed the hypothesis formation becomes easier. A hypothesis proposes a relationship between two or more variables according to Hoover (1992) . Research indicates that family businesses with common clear goals on one or the other orientation tend to perform better than family businesses without clear goals (Dyer, 2006) . The third orientation, where family businesses constantly seek equilibrium between the family and the business goals, is the most challenging, but also the most rewarding when a successful balance is achieved. The fourth
Family first enterprises
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Business influential orientation is consuming and requires vigilance, flexibility and agility. The family business needs to be alert and meet new requirement in a lean and swiftly manner. Basco and Pérez Rodriguez (2009) found that ambidextrous family businesses perform better both on the family and the business dimensions.
The contribution of the study
The creation of the FAMBUS Diagnosis and Self Therapy model is based on the results of a quantitative study (a survey comprising an on-line structured questionnaire completed by 200 Finnish and Greek family businesses) and qualitative study (personal site visits and interviews comprising 20 interviews in both Finland and Greece) for obtaining deeper understanding of the research problem and to support the design of the FAMBUS Diagnosis and Self Therapy model. The first phase included the qualitative study carried out by using a semi-structured interview instrument that triggered the interviewees to freely express their opinions. The interviews were recorded and analyzed for identification of important issues not obvious to the interviewers in the first place. When such issues were identified they were discussed by the research team and inserted into the instrument for validation and verification by subsequent interviewees. This kind of research process eliminated potential biased interview questions. Correlations and parallels were also drawn to the literature and in particular to characteristics of family businesses in Greece and Finland, which both are small periphery countries, members of the EU, where family businesses possess a dominant role in their economies. However, the business structure and hierarchy are rather different in the two countries, as well as the business conduct and culture. The comparative analysis is original and unique and is anticipated to add to the existing knowledge in the field. The parameters, drawn from the qualitative and quantitative study are grouped and presented in paragraph 3.1. These parameters are the backbone of the diagnosis and self-therapy model. However, a deeper analysis of the outcomes of the qualitative and quantitative study is out of scope in this paper, which mainly concentrates on the need of a diagnosis and self-therapy model and its description. Other publications include Siakas et al. (2014a Siakas et al. ( , 2014b Siakas et al. ( , 2014c Siakas et al. ( , 2013 , Vlachakis et al. (2014 Vlachakis et al. ( , 2013a Vlachakis et al. ( , 2013b , Vassileiadis (2013) and Adamidou et al. (2012) .
The results of the study are disseminated directly to the participating family businesses through different streams of information, such as local media and branch interest establishments. The use of social media, both as a meeting and communication platform for involved partners and for viral marketing, is also a contemporary and novel diffusion technique anticipated to bring stakeholders together for knowledge sharing and potential future collaboration.
THE FAMBUS DIAGNOSIS AND SELF THERAPY MODEL
When dealing with the two separate and often opposing systems of the business and the family, life in a family business can get somewhat chaotic. It is advantageous to have assistance in navigating through the labyrinth of emotions and critical incidents which can threaten the well being of both the family and the business. Table 1 shows a table that may help to clarify and distinguish between the family and the business related goals being pursued by the family business. In order to understand the degree of alignment between the key stakeholders on desirable goals and perceived performance on the family and the business dimensions it would be helpful to ask each key stakeholder of the family business to provide information for this table. The performance position of the firm signals whether the issues to be looked into more deeply lie more on the family or the business side of the family business. (Sharma et al. 2013 ). Most SMEs, where most family businesses belong, have an informal management structure and management style standard without specific policies and practices (Schwerzler, 2011) . When it comes to conflicts of interest in family businesses, Schwerzler believes these matters are more difficult to resolve, because there are three levels of interests, namely family issues, business issues, and ownership issues. He considers that every family business is unique and complex in its own way, so 'boiler plate solutions don't always work'. We agree with this notion. However, the FAMBUS Diagnosis and Self Therapy model is a tool for creating awareness in family business members of potential problem areas. It also will propose some advices for consideration and deeper problemsolving mechanisms by the family members. We can say that the FAMBUS Diagnosis and Self Therapy model triggers family business members to find solutions to potential problems through their identification and the suggestions of therapy. The tool will trigger family business members to dig deeper in the problems and to investigate potential solutions suitable for the specific family business context. The model will to some degree act as a coach or consultant that tries to improve relationships.
Importance of Goals
Description of the FAMBUS Diagnosis and Self Therapy model
The following potential problem areas are derived mainly from the qualitative and quantitative study, but also from the extensive literature review of family businesses that was the base for the creation of the research instruments. Partial results from the study are published in Siakas et al. (2014a Siakas et al. ( , 2014b Siakas et al. ( , 2014c Siakas et al. ( , 2013 , Vlachakis et al. (2014 Vlachakis et al. ( , 2013a Vlachakis et al. ( , 2013b , Vassileiadis (2013) and Adamidou et al. (2012) .
The potential problem areas are grouped into six essential elements aiming to help identify strengths and areas in need of improvement, and are as follows:
• Strategy o Level of formality; o Communication of strategy (with family members, administrative personnel and other employees); o Decision making process.
• Administration o Allocation of roles and responsibilities; o Predefined mechanisms (processes, problem solving and cash-flow); o Decision making (top-down -council -influence of family members not working in family business); o Use of external consultants.
• External issues influencing the family business thrive o The motives for the creation of your family business (pull -push); o The business/work climate in the period the family business creation; o Relationships with the state and its services (taxation, bureaucracy, corruption, unclear responsibilities between different state organizations); o Support from (state) organizations supporting family businesses; o Use of Information and Communication Technologies (ICTs) & Knowledge in using ICTs; o Use of marketing tools & skills in using marketing tools.
• Succession o Existing plan for succession. Criteria for choosing successor; Agreement of plan by other family members; Successor(s) suitability;
• value -stability -change;
• experience in the family business / other experience;
• education / training.
• • • •
Participation in Networks.
A network is "a specific type of relation linking a defined set of persons, objects or events" (Donckels & Lambrecht, 1995) . Networks represent several advantages to those firms that are inside the network: o exchanging knowledge and gaining experience; o identifying new opportunities; o participation in clusters; o access to scarce resources (e.g. financial capital, reputation); o trigger for international business activities; building capabilities for international operations; facilitation of internationalization of operations.
• • • •
Conflicts. Many family businesses circle around conflict in one or both reference systems, the family or the business. Researchers have identified three forms of conflict-task, process and relationship (Eddleston 2014 The FAMBUS Diagnosis and Self Therapy model aims to engage in the following issues:
• Conflicts: Helping family businesses deal with conflicts in a more productive and healthy manner.
• Communication problems: Helping family business members understand their own communication style and the styles of others in order to adapt accordingly.
• Problems involving anger and hurt: Helping family business members learn how to forgive themselves and others so they can move forward.
• Long term goals: Providing encouragement and accountability so family business members can sustain their energy and focus on strategic long-term issues.
• Vision: Emphasizing the importance of a vision for the family and the business that all family members agree upon.
• Behavioural styles and motivations: Raising awareness of different behavioural and motivation styles and their impact on relationships.
• Governance structure: Raising awareness of suitable governance structures in different types of business. Governance of family firms is more complex than the ownership centred governance in their non-family counterparts (Gersick and Feliu, 2014) . Progressive family firms often use a combination of governance structures or bodies.
• Roles and Responsibilities: Clearly defining roles and responsibilities.
• Network development: Networks are identified to be a prerequisite for profit and development (Johansson and Matsson, 1998) and involve the conduct of business among those firms that are inside the network. The ability to grow internationally depends on building network relationships abroad (Graves and Thomas, 2008) . Family Businesses have been identified to have a limited number of external network ties in comparison to non-family firms (Graves and Thomas, 2008) . They seem to be reluctant to form networks with foreign partners (Pukall and Calabrò, 2013) , eventually as a consequence of their strong internal family related networks (Arregle et al., 2007 ).
• Holistic approach: Collaboration with consultants in the family business aims to ensure a holistic approach.
Raising awareness can cover many different activities: anything that involves people understanding, learning or doing something new; visioning the future; working out how to change something in their lives; or talking to someone else about what they have done -all are part of the process of raising awareness about the need for transition/change/improvement.
Schwerzler (2011) suggests seven rules for family businesses to follow in order to minimize potential problems: 1. Family Members on the payroll: Family members should not be put on the payroll if they are not working in the company or if they cannot make a real contribution to the business. It is hard to be objective about hiring relatives, especially own children. An assessment of strengths and weaknesses of family members should be done before they are brought into the business. Also clear rules and role responsibilities should be spelled out (Green and HilburtDavis, 2009 ). Schwerzler gives the following advices: i. Make sure that everyone has a role and responsibilities that are spelled out and are very clear; ii. Establish the title, job function, and compensation for each person;
iii. Make sure that you have the same performance reviews for family and non-family employees; iv. Think twice about offering a contract to a supplier who is a relative; v. Award contracts based on merit and contribution. 2. Two classes of employees: Be careful not to create two classes of employees-family vs. nonfamily. Do not to show family members special treatment. Be aware that, in a small or family-owned business, special favors given to family members and friends de-motivate employees and set a bad example. Avoid making non-family members to feel like a raise or promotion is out of their reach because they are not part of the family members. 3. Abuse of family relationships: Do not either reward or punish someone because they are a relative with whom you have personal history. 4. Communication with employees: Communicate honestly and openly with employees. Do not keep it a secret or hide the fact that you have relatives or friends working for you, otherwise when it eventually comes out, and it will, you will appear like you were being deceitful. The ability to have an effective communication with all members of the organization is critical. 5. Confusion of family decisions and business decisions. You should avoid letting family members borrow company vehicles or allowing them to ask the company's IT person to set up their home offices. Do not pass off personal expenses, such as family vacations, as business expenditures. 6. Healthy boundaries between family and business: Establish healthy boundaries between family and business. This especially applies to co-preneuers (husband-and-wife teams). Running a business together with your spouse is a balancing act. Agree and adhere to some kind of system. In general, it should be a rule not to work with other family members outside of the office. 7. Use family councils to address family matters. Some family members will share the same values but not the same vision. One sibling may want to grow the business and keep it privately owned while another sibling may want to sell it or take it public. A family council comprises members who may be owners but not company employees. They meet monthly, quarterly and/or annually for the strategic planning of the business over the next year to next 10 years. The more dysfunctional the family is the smaller the group to begin with. The council does not micro manage the business but addresses family issues or concerns relative to the business. If a family member is working in the business but needs a car this is something that the family council will address. Typically one family member of the council is appointed to report to board members or shareholders. Family business experts concede that family ownership does have its privileges. But you have to really be careful and run the business in such a way that it is fair. It is transparent and it does not hurt the company morale.
Creation of an electronic tool (instrument)
The FAMBUS Diagnosis and Self Therapy on-line tool is an electronic instrument to be used by the family businesses. The tool can be used to better understand family business characteristics and indicators, and reflect on all aspects important for thrive. The FAMBUS Diagnosis and Self Therapy on-line tool firstly makes an assessment of the current situation in the family business and provides practical, real-world strategies, tips, case studies, examples, and reflection questions in order to guide and support the family business to cultivate a culture of learning in the family business. It is called a "tool" because it is meant to help the family business grow, and it designed to be tailored according to the needs of the family business. How it is used depends on the needs, strengths, challenges, maturity, and capacity of the family business. It is not meant to be used as a device for judging the family business as "good" or "bad." The tool is intended to be used rather as a guide for making every part of the family business the best that it can be.
The FAMBUS Diagnosis and Self Therapy on-line tool is organized around six essential elements, all of which come from the literature review and evidenced-based practice. Each of these methods can help identify strengths and areas in need of improvement.
DISCUSSION AND CONCLUSIONS
In the 80s the family firm adviser emerged as a recognized profession (Astrachan & McMillan, 2006) . Since then multiple advisery roles have surfaced that provide support and act as resources for family firms. These advisers are grouped under three categories: formal advisers, informal advisers, and family firm boards (Strike, 2012) . Strike (2012) carried out a review on family business advisers. He states that there are limited studies that establish links between advising activities and family firm outcomes and that there is little evidence concerning when and to what extent advisers succeed in influencing family firms. Moreover the effect of the advice on firm performance can be discussed. There is an assumption that there is a positive association between advisers and positive outcomes, but likewise there is a likelihood that advice also can result in negative outcomes. In addition consulting advisers may be rather expensive.
Due to the importance of the family businesses in today's turbulent economy we strongly believe that family businesses need some kind of support and help to overcome their potential problems and a meeting point where they can meet other family businesses.
This is also rather important for the follow reasons (Vlachakis et al., 2013a ):
• Many family businesses lack a formal education to run their businesses. The founders of many family firms are self-created entrepreneurs. They founded their own business to secure work for themselves and for the members of their family. They operate more under conditions of "necessity (push) entrepreneurship" and less of "opportunity (pull) entrepreneurship"; • Family businesses tend to have greater resistance toward the impacts of the financial crises due to the family ties; • There is a low level of extroversion due to the small size of the firms and the low availability of funds.
By providing a tool that identify problem areas (raising awareness) and propose some basic advices the family businesses can start digging on their own into their problems and find solutions. The social media meeting point in the project web-page will also help family businesses to meet other family businesses with similar problems or even potential partners for cluster building and potential customers and contacts.
The main results stemming from the FAMBUS Diagnosis and Self Therapy model are expected to be very important for family businesses that want to find an easy and cheap way of diagnosing potential problem areas and receiving improvement proposals instead of hiring expensive business consultants. Subsequently the web-page for the model/tool will also serve as a meeting/communication social media platform/forum for family businesses and other interested parts as well as a dissemination point for authorities, industry and academia.
Viral marketing (word-of mouth) techniques will be used to spread the information of the project and subsequent activities. Direct financial advantages may be difficult to be measured, but if the project is successful and several family businesses find the advices useful then the direct/indirect financial benefits will not only be evident for the family business themselves but will also have a direct financial consequence on broader local, as well as national level.
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